
John:
The end of an era. I can't believe that you're actually going to retire as a general agent.
Michael:
Yep, end of the year. You know what, it's a good run. I was an advisor for 34 years of the company, 18 years as an agent, and then coming up on 16 years as the general agent. But if you look back in time, Greg and Rick and I started Lennox in the mid to late '90s, and I've been in charge of something, running something in leadership role, for pushing 30 years. And it's time.
I feel like leaving the place in a good spot. We've got Stefan and Scotty in New York. I have Victor out west. I feel like everybody's ready to roll, and it's a good time for me to just fade back a little bit.
So I'm getting old and I'm turning 60 in January. I figured I got 20 years to work on my game, to shoot my age, although after yesterday I might need an extra five.
John:
So with everything you've accomplished, what's the moment when you're going to sit down with your grandchildren at some point and say, "This was the proudest thing I did while I was at MassMutual"?
Michael:
There's probably a lot of moments like that. We were talking earlier about just coming here. It's very nostalgic, and you start out in this business, and it's not easy. As a lot of people know, it's a hard business. And I think the things you look back on and the difference you made in people's lives as an advisor and helping your clients and helping them make financial decisions, and now 30 years later, the decision you help them make, and then you actually see that it made a difference in their lives is an amazing feeling.
And then when you roll into a leadership role as a general agent and you start to think about recruiting people in, 23 24, 25 years old, and you help them develop and you watch them blossom into wonderful career, and you see what you've helped them do for their families.
And then our team in the agency, we have 150 people that support all the advisors, and watching them develop. I think the thing I'm most proud of is the impact that I was able to have on people's lives all around the company. It's been a long time, but there's a lot of people I could look at and feel very proud of the help I've given them over the years.
John:
I can't believe you didn't say it was you and I's track record as partners on the golf course.
Michael:
You said, "At MassMutual." If you want to go outside the box, I mean, we can tell a lot of stories. There's a Jimmy Buffett line, "Oh, the stories we can tell," John?
John:
Right.
Michael:
We've had a lot of fun over the years for sure.
John:
We've had a ton of fun and we'll have more.
So you've been Chairman's Club when you were advisor?
Michael:
Mm-hmm.
John:
So one of our top 10 for countless years.
Michael:
I think 15.
John:
Yeah? You've been our number one GA. Every year you were a GA, you had the top agency. You were the president of the Agent's Association, you were the president of the General Agent's Association.
There's one thing you do not have, which is Agent of the Year. Any chance you're going to come back into production and make sure you cover all the bases here?
Michael:
Well, a couple things. I mean, the numbers that Mike Zager and Steve Dark are doing now, and Kaldeep, it's not so easy to be an agent of the year. But I definitely will spend my time working with my clients. I still have some clients. My son Brian is an advisor in New York. I want to do joint work with him.
So it's just, I love it. I love working where the rubber meets the road. As the general agent, you help your advisors go and do what they do, but that was always my passion. And behind the scenes I'll help Scott and Stefan and Victor. But yeah, I'm looking forward to going back out there and selling. And we'll see. I mean, it's a lot of work to be agent of the year, but I love a challenge, so we'll see.
John:
So Brian's been in the business a few years.
Michael:
Mm-hmm.
John:
Just recently was married. What advice did you give Brian about, hey, starting out in this business, from lessons that you learned that the audience can get from?
Michael:
Well, it was a little different with your own child, because my wife April said, "Don't make him where he doesn't want to come home, whatever you say to him."
But for a young person starting out, it's a grind and you have to be okay with the grind. You have to be okay being uncomfortable, because everything you do your first years, you're starting a business from scratch. And it's hard work and you get a lot more nos. And you have to know that every no is just leading up to a yes.
And it's a confidence thing. You make calls and all of a sudden someone takes a meeting, you feel confident. You do a fact find and people are giving you the answers. And you go to close, you make recommendations, and they take the recommendations. And every time you do something that is positive, it gives you the confidence to go again. And it's a numbers game.
I said to all the advisors, I said, "If you like it in your first two years, you're going to love it in five years." The emotional and financial rewards are amazing. First you're trying to pay your bills, and then the first time a client hugs you or thanks you, it's the best feeling in the world. And you've just got to hang in there, because you're going to have a lot more down days.
And the other thing I would say is, be there for somebody else. Because if you're having a great day, someone else having a bad day. And just be there as a team. It's an amazing, amazing business. I wouldn't shy anybody from coming this business, but you just have to fight it out those first five years.
John:
What do you think's been the biggest change in the business since when you started?
Michael:
Oh, regulations and compliance. I mean, there was none. And now everything you do, it has to be a lot more organized in what you do and how you go about doing it. But the funny thing is, as much as things changed, the basics when you're sitting with a client are still the same. Ask questions, get them to open up, be passionate about helping them and they see your passion. And by the way, this could be as an advisor or as a general agent in a leadership role.
People have to buy in that you care about them. And that I don't think ever changes. All the things we've done with Mass, we were trying to go direct to consumer, but when people talk about their finances and their family, they want somebody to sit there and somebody they trust to help them. And I don't think that part will ever change.
John:
All right, so what's next? What's really next for you?
Michael:
I mean, I will fade back a little bit. Being the leader, and I've been so lucky to have great partners for a long time and a great leadership team within the agency, and a lot of our leadership team runs the business day to day. There's a saying in a song that I love by Head in the Heart. It says, "The richest man didn't build his house alone." And you can't build an agency on your own. You need a village to do it. And I'm ready to be one of the ... I almost said the village people. That would lead to a lot of jokes.
I'm ready to step back a bit. Of all the places that MassMutual has taken April and I over the last 35 years, shockingly, there's still a few places we haven't been to. So a little more travel, spend time with the family. But you'll see me around. I definitely want to be out there and be part of the MassMutual family, just not in a leadership role. I'm looking forward to it.
John:
Well, here in Massachusetts, we're surrounded by a lot of greatest of all time. And you are definitely one of MassMutual's GOATs. Thanks for everything you've done for us. We are going to have a lot more laughs going forward, but I won't be calling you about compliance issues.
Michael:
I look forward to that, and I look forward to not be on Global Relay where you're yelling at me.
John:
That's great.
Michael:
Thank you, John.
John:
All right.


